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DETAILED ACTION 

1. This is a Non-final office action examining claims 1-6. 



Claim Rejections - 35 USC § 102 

2. The following is a quotation of the appropriate paragraphs of 35 U.S.C. 102 that 
form the basis for the rejections under this section made in this Office action: 

A person shall be entitled to a patent unless - 

(b) the invention was patented or described in a printed publication in this or a foreign country or in public 
use or on sale in this country, more than one year prior to the date of application for patent in the United 
States. 

3. Claims 1-3 and 5-6 are rejected under 35 U.S.C. 102(b) as being anticipated by 
Johnson et al (US Pat. 6,067,525). 

Johnson discloses automated sales force methods and a system for 
comprehensively managing the sales process or sales persons and sales organizations. 
Specifically, with respect to the claims presented in the instant application: 
Claim 1 

Johnson teaches a system for managing sales processes including information 
regarding at least one process (column 3 from line 60 through column 4, components of 
the tool supporting numerous sales processes with data component for core process 
components); information regarding a plurality of steps having a sequential order (from 
column 4: major core processes generally in sequential order "lead generation", "time 
with customer..."); information regarding at least one result (column 4 from line 60: 
"generating revenue by committing a customer to a sale", a result e.g.); creating at least 
one deal (the sale) and indicating completion of steps associated with at least one 
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process (column 5 from line 32: order management process, order entry indicates 
completion of "time spent with customer" process); and indicating a next step to be 
completed based upon a completion of steps (column 6 from line 26: the support 
component assisting sales personnel with carrying out tasks; from line 42: creating a 
"todo list"; column 8 from line 34: an event manager initiating other actions or operations 
based on events or results to processes). 
Claim 2 

Johnson teaches indicating completion of steps associated with at least one 
process (column 5 from line 32: order management process, order entry indicates 
completion of "time spent with customer" process) and means for determining the next 
step based on the indicated result (column 8 from line 34: an event manager initiating 
other actions or operations based on events or results to processes). 

Claim 3 

Johnson teaches a system for managing sales processes (column 3 from line 60 
through column 4, components of the tool supporting numerous sales processes with 
data component for core process components, processes generally accepted as 
sequential in the art but not so limited) where the next steps may be any step in the 
sequential order of the plurality of steps (column 6 from line 26: the support component 
assisting sales personnel with carrying out tasks; from line 42: creating a "todo list"; and 
column 21 from line 1: objective management component providing process steps in 
structured sales process including customized or inserted (changed) additional steps, 
with no limitation on the order of tasks performed or order of steps). 
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Claim 5 

Johnson teaches storing information regarding the completion of process steps 
(column 23 from line 30: stores data as process steps are performed/completed). 
Claim 6 

Johnson teaches means for changing information regarding at least one of a 
plurality of steps and ensuring that each process with a changed at least on of the steps 
is complete (column 20 from line 20: self-management component; column 20 from line 
49: time-management component; column 21 from line 1: objective management 
component providing process steps in structured sales process including customized or 
inserted (changed) additional steps, objective management expressly for ensuring sales 
agent performs at least critical information gathering steps). 



Claim Rejections - 35 USC § 103 

4. The following is a quotation of 35 U.S.C. 103(a) which forms the basis for all 
obviousness rejections set forth in this Office action: 

(a) A patent may not be obtained though the invention is not identically disclosed or described as set 
forth in section 102 of this title, if the differences between the subject matter sought to be patented and 
the prior art are such that the subject matter as a whole would have been obvious at the time the 
invention was made to a person having ordinary skill in the art to which said subject matter pertains. 
Patentability shall not be negatived by the manner in which the invention was made. 

5. Claim 4 is rejected under 35 U.S.C. 103(a) as being unpatentable over Johnson 
et al (US Pat. 6,067,525) as applied to claim 1 above, and further in view of De 
Francesco et al (US Pat. 6,505,176). 

DeFrancesco teaches in the art of workflow management, specifically, to the 
managing and initiating workflow steps in the event of changes to task status. 
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Claim 4 

Johnson teaches indicating completion of steps associated with at least one 
process (column 5 from line 32: order management process, order entry indicates 
completion of "time spent with customer" process); however, Johnson does not 
expressly teach removing an indication that a step has been completed and indicating a 
next step based on the indication. 

However, Johnson expressly teaches a salesforce system in which "time with 
customer" may result in a change order (column 6, line 49) after having processed 
"order management". A change order is effectively a cancellation of a previous order 
and entry of a new (changed) order, or, as well known in the art, a cancellation of an 
order altogether (see also column 18 from line 17). Johnson further teaches an "event 
management component" responsive to events in the system (such as change orders) 
and that Johnson's system supports team selling, workgroups , and workflow 
environments. 

It is old and well known within the art of workflow environments to maintain status 
of tasks and respond accordingly to changes in status with express or implied 
indications of next steps, including changes in status of tasks from completed to another 
status. DeFrancesco teaches (Figure 4 and related discussion) the status of tasks in a 
workflow system including completed status, and further teaches responding to changes 
in workflow status with events which indicate next steps (see Figure 8 and related). In 
view of DeFransesco (representative in the art of workflow), it would have been obvious 
to one of ordinary skill in the art at the time of the invention that in such a system of 
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salesforce process tasks/workflow system such as Johnson, the "completion" of an 
order followed by the initiation of a change order, would have resulted in an indication 
that the order is cancelled or pending (no longer complete) pending the change order, 
the indication thereafter resulting in action by the sales person to update the order prior 
to further processing. This would have been known to result in greater customer 
satisfaction and better service to the customer resulting in increased future sales to the 
customer. 
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Conclusion 

6. The prior art made of record and not relied upon is considered pertinent to 
applicant's disclosure: 

Schwanke (US 2003/0018508) discloses triggered-workflow process methods 
including process status change step initiation. 

Raffel et al (US 2002/0082892) discloses automated methods and a system for 
network-based sales force management, including process sequential process steps 
which may be executed "out of turn" and saving a history of the sales process 
information. 

Ikezawa et al (US 2002/0040358) discloses automated methods of sales 
management including activity and transaction status tracking with completion date 
status changes. 

Sales (US 20020072954) discloses automated methods for sales activities 
performance tracking. 

Vaillancourt et al (US 7228284) discloses sales lead tracking among 
organizations. 
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Any inquiry concerning this communication or earlier communications from the 
examiner should be directed to Dave Robertson whose telephone number is 571-272- 
8220. The examiner can normally be reached on 8:15am to 5:15pm. 

If attempts to reach the examiner by telephone are unsuccessful, the examiner's 
supervisor, Tariq Hafiz can be reached on 571-272-6729. The fax phone number for 
the organization where this application or proceeding is assigned is 571-273-8300. 

Information regarding the status of an application may be obtained from the 
Patent Application Information Retrieval (PAIR) system. Status information for 
published applications may be obtained from either Private PAIR or Public PAIR. 
Status information for unpublished applications is available through Private PAIR only. 
For more information about the PAIR system, see http://pair-direct.uspto.gov. Should 
you have questions on access to the Private PAIR system, contact the Electronic 
Business Center (EBC) at 866-217-9197 (toll-free). If you would like assistance from a 
USPTO Customer Service Representative or access to the automated information 
system, call 800-786-9199 (IN USA OR CANADA) or 571-272-1000. 





